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Gentlemen: I accept your invitation 
to subscribe to the Harvard Business 
Review. 

I prefer a term of: 


For subscribing now, I will also 
receive a complimentary copy of 
the 150-page manual 'How Success¬ 
ful Executives Handle People/' 


I may cancel this subscription at 
any time and receive a full refund 
on all unmailed copies. In any event, 
the collection is mine to keep. 


□ One year (6 issues) for $21.00. 

□ Jhree years (18 issues) for $60.00. 

□ Payment enclosed □ Bill me. 

Return this invitation in the 
postage-paid envelope provided. 


T. H. Nelson 
P.O. Box 128 
Swart hmore, PA. 19081 
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Over 150 pages, hard spine, 
soft cover. 
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The Harvard Business Review is a 
bimonthly publication of the Harvard 
University Graduate School of Business 
Administration. 

Its objective is to raise and maintain the 
reader's level of professional manage¬ 
ment competence, keep him abreast of 
new developments in the science of busi¬ 
ness management, and help him develop 
into a more effective decision maker. 

The Review provides thoughtful analyses 
of management trends and techniques, 
guidance in management theory and 
practice, solutions to basic management 
problems. 

The Review attracts the world's leading 
business writers and commentators. 

From the US and abroad, the keenest 
managerial minds contribute regularly 
— bringing to the Review a variety of 
perspectives and ideologies unmatched 
by any other publication or journal 
available today. 

Research. Case Studies. Analysis. 
Forecasts. Opinion. Methods. Trends. 
Strategies. If it's important to business 
... if it can influence, educate and 
stimulate business leaders ... you'll 
find it in the Harvard Business Review. 
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The most advanced 
thinking on how to make 
your actions understood 
and accepted by your 
associates and employees. 



A collection of 12 definitive 
articles on human relations 
by top authorities in the 
field. 


When you stop to analyze them, many 
of the problems most executives spend 
their time trying to solve are basically 
"people" problems. The degree to which 
you solve these problems—the effec¬ 
tiveness with which you handle people— 
will determine, ultimately, your success 
and maybe the success of your 
organization. 

Harvard Business Review publishes 
more articles on human relations than 
any other business publication. Twelve 
of the most definitive comprise "How 
Successful Executives Handle People." 
Written by acknowledged authorities on 
the subject, this collection represents 
the most advanced thinking on how to 
make your actions (and your reasons for 
these actions) understood and accepted 
by your associates and employees. 

This important volume is not for sale— 
but it can be yours without cost or obli¬ 
gation when you subscribe to Harvard 
Business Review. 
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Chief Executives 
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Pygmalion in Management 

by J. Sterling Livingston 
The influence one person's expectations 
has on another's behavior has long been 
recognized by the behavioral scientists, 
but until now the importance of mana¬ 
gerial expectations for individual and 
group performance has not been widely 
understood. 

How to Improve Employee Morale 

Discipline Without Punishment 

by John Huberman. 

Tested in action is this new approach to 
maintaining good workmanship, high 
productivity and plant discipline that 
builds on employee self-regard instead of 
fear of harsh punishment. 

Motivating People Through Their Work 

by William J. Roche and Neil L. MacKinnon. 
There is a new management style emerg¬ 
ing. The authors describe how it actually 
works for one company. Compares the 
traditional with the new method of 
worker motivation. 
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******************************** 
* This letter is about the Harvard Business Review. If you * 


* are already positive that you could never benefit from 

* the REVIEW, and no letter is about to change your mind, 

* read no further. * 

* * 

* If, however, you are a decision-making executive and * 

* believe that the quality of your business decisions can * 

* be affected by the quality of information available to * 

* you, please take a moment with this invitation. * 


******************************** 

January 10, 1978 

Dear T. Nelson: 

Let me tell you what the Harvard Business Review is 
not. It is not the Wall Street Journal; you'll find no 
closing prices, no quarterly earnings statements in the 
— REVIEW - . - It - ia- not Busin ess W e ek ; you 'il find- no- synopses 

of current business events and corporate comings-and- 
goings. Nor is it Forbes, or Fortune or Dun's Review. 

All fine magazines, but none is quite like the REVIEW. 

The REVIEW is not for everyone in business. 

Harvard Business Review is totally devoted to sub¬ 
jects which are of the greatest concern to the thin 
stratum of executives at the upper levels of the busi¬ 
ness universe — those who comprise the decision-making 
management community. The true movers and shakers. 

Harvard Business Review seeks to provide the execu¬ 
tive with the best business thinking available. Its aim 
is to be analytical and informative — an extension of 
the Harvard Business School. Its environment is thought¬ 
ful, intended to stretch the reader's thinking. 

To have reached your present management level, you 
have taken command and made often difficult choices. As 
you've progressed you've no doubt found that the deci¬ 
sions are more complex and have far greater impact. In 
short, you have met the challenge of continually in¬ 
creasing responsibility. 

The executive who reads the REVIEW — and there are 
more than 180,000 worldwide — is the responsible manager. 

He doesn't turn to the REVIEW for relaxation or entertain- 

-. • , s wrupBiii miiiimm 


(over, please) 













ment. He reads the REVIEW purposefully to increase his 
professional managerial competence. 

People who are not profoundly and specifically inter¬ 
ested in management may regard the REVIEW as dull or com¬ 
plex. But those who care about what they do, care about 
their careers and care about those who depend upon their 
skills, find it absorbing and indispensable. 

Much of what appears in the REVIEW comes from the 
vast resources of the Harvard Graduate School of Business 
Administration. To read the REVIEW is to keep up to date 
on the latest from the business school generally acknowl¬ 
edged to be the world’s most influential. 

HBS has no monopoly on brains, however. So you'll 
find that a great deal of what appears in the REVIEW 
originates elsewhere — in the corporations, the insti¬ 
tutions, the think-tanks and research centers, even 
other universities and business schools. 

It comes from authorities such as Peter Drucker, 

Frank T. Cary, Henry Mintzberg, Arthur Burns, 

Frederick Herzberg, William I. Spencer, Harry Levinson, 
Theodore Levitt, C. Peter McColough and others. 

You will find that the REVIEW is a magnet drawing you 
back a second and third time to a thought or a technique 
that you would never have been exposed to anywhere else. 
Unique input to help shape the managerial answers you 
must provide. 

If you truly thrive in the challenge of decision 
making, then I encourage you to accept this invitation: 

Begin a subscription to the Harvard Business 
Review now. (You will not find it on the news¬ 
stand, nor are you likely to ever find a copy 
left behind on a train.) Select a subscription 
term of one year — six issues — for a modest 
$21.00, or a long-term three year subscription 
for only $60.00. 


Whichever term you prefer, do return the invitation 
card today to set the wheels rolling. I'm sure you'll 
be glad you did. Thank you. 



Donn E. Smith 
Circulation Director 
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P.S. If you subscribe now you will also receive our 
150-page collection, "How Successful Executives 
Handle People" free. Complete details about this 
valuable volume are in the brochure I've enclosed. 
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